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1040 GOLD MINE: USING TAX SEASON TO PLAN 
MORE FOR YOUR CLIENTS
T
his is the busiest time of the year for most tax practitioners. Between 
February 1 and April 15, many CPAs consider the office their home. One 
CPA told me that he thought of tax season as just one long day separat­
ed by periodic five-hour naps. Unfortunately, because of the tax-season work­
load, many CPAs miss out on a golden opportunity to plan new engagements 
with their existing clients.
It is likely that most of your clients will visit your office for a face-to-face meet­
ing during tax season to go over their form 1040s. This is the best time for you 
to find out more about their financial goals, to match their goals with the infor­
mation on their 1040s and to help them plan for their future. Taking the time 
to match the numbers with ambitions not only will result in more opportuni­
ties for planning engagements, but it will help you foster stronger relationships 
with your clients.
Following are three case studies that discuss the process of turning your 1040 
engagement into a great business development opportunity.
Offer piecemeal engagements
Stephen E. Pascarella II, is a partner of Pascarella and Trench, a three-partner 
firm in Providence, Rhode Island. His firm does a lot of estate, S-corporation, 
partnership and form 1040 work. It provides high-income clients with pro­
forma tax-return work before tax season in order to ensure the estimates are 
correct and to offset investment income before the year-end. The firm also has 
its share of middle-income taxpayers, elderly persons, young couples and small 
business owners with whom Pascarella and his partners are likely to meet face 
to face once a year to go over their form 1040s.
Like many other CPA firms, Pascarella and Trench sends out an organizer to 
each client to ensure the firm is provided with all the necessary information to 






















agers sit down with their clients to discuss the results. 
Most important, they take time to catch up on their 
clients’ well-being and discuss any red flags that appeared 
as they prepared the return.
“We show our clients the return and we highlight a par­
ticular red flag—for example, too much taxable interest 
income,” said Pascarella. “I explain that there is a better 
way to structure the client’s portfolio so he or she has 
more tax-exempt income to report next tax season.” 
Pascarella also asks if the client is satisfied with the 
amount that is available for investment or savings. 
Depending on the client, he will ask if enough money is 
being put away for retirement. “I will suggest that we 
meet after April to discuss the alternatives,” said 
Pascarella. “The first thing many of my clients ask is ‘How 
much will this cost me?’” Pascarella then explains that he 
can do all that the client needs on a piecemeal basis.
“One of my clients desperately wanted us to do a finan­
cial plan,” said Pascarella. “He was in his late 40s and 
wanted to retire at 65, but he had done very little to pre­
pare.” Pascarella set up a date over the summer to meet 
with the client who had said he could not spend a lot of 
money. “I told him that financial plans generally were 
expensive, but, to spread out the fee we could work out 
an entire financial plan over a two-year period.”
To accommodate piecemeal engagements, Pascarella’s 
firm maintains a flexible fee structure. “I allow my clients 
to set up their own payment schedule, let them pay a flat 
fee or even let them pay by the hour.” Pascarella finds that 
his clients are willing to consider new engagements 
when going over the 1040 if he provides them with the 
opportunity and, most important, explains an engage­
ment’s benefits—how it will help them meet their goals.
For example, Pascarella never misses the opportunity to 
discuss retirement and education planning with younger 
couples, especially when he notices on their W-2s that 
they do not have a pension or 401K plan at work. If they 
have children, he asks if they want to come in over the 
summer to set up IRAs and other education savings plans. 
For his older clients, he uses the 1040 review to recom­
mend future, piecemeal engagements to discuss living 
trusts, living wills, health-care power of attorney or how 
Medicare and Medicaid will work for them.
“The easiest way to grow your business is by building 
on your existing client base,” said Pascarella. The best 
opportunity to do this is when you discuss their 1040s. 
You are sitting down with them face to face, you have a 
captive audience and you are selling new services to 
someone who already likes your work.”
Avoid the 1040 assembly line
Bea L. Nahon, a sole practitioner with a seven-member 
staff in Bellevue, Washington, recently sold part of her 
practice to specialize in divorce litigation support, real 
estate, professional services firms, auto dealerships and 
high-income individuals. She now does 125 fewer 1040s 
per year, which has given her time to do more for a select 
client base. She always has felt that tax season was a 
great time to market her financial planning services, but 
she wanted to change the process so she could spend 
more time on her clients’ financial goals.
To do this she completely revamped her handling of 
client returns. “Originally, we had an assembly line for 
1040 returns,” said Nahon. “We would mail out the orga­
nizers, collect the 1099s and W-2s and send out the com­
pleted returns. We spent far too much time reading W-2s 
and far too little discussing what the numbers reveal to 
our clients.” Most of Nahon’s clients didn’t see their tax 
return until the last week before the filing deadline 
because, for example, the client failed to include a form 
K-l, they remembered a non-cash contribution at the last 
minute or they finally calculated how many miles they 
drove on business.
“After I sold part of my practice, I wanted to spend 
more time finding out what they were really concerned 
about,” said Nahon. To do this , Nahon repackaged a client 
organizer purchased from a software distributor to 
include—on the second page—a checklist for future 
planning. The checklist asks clients to reveal how con­
cerned they are about changing careers, saving for retire­
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ment, aging parents, excessive debt and paying too much 
in taxes. It asks if clients have a will, how much they have 
in retirement accounts and what benefits they have at 
their job. It also provides space for clients to list addi­
tional concerns that they wish to discuss.
She also changed the process of meeting with clients. 
When Nahon receives the checklist information, she and 
her staff provide the client with a draft return and set up 
an early appointment to ensure its accuracy and to dis­
cuss issues the client identified on the checklist. “This 
gives me the time to recognize the client is paying too 
much in mortgage interest, point it out during our meet­
ing and suggest that we meet after tax season to remedy 
that and any other problems,” said Nahon. “I may note 
that the client is worried about aging parents or that he 
or she wants to buy a new home or doesn’t have a will.
“The checklist makes it easier for us to bring up a 
client’s personal concerns during the review of the draft 
1040 and reveal the benefits of further planning sessions. 
Taking this approach, we now come out of tax season 
booked through July with new engagements.”
Ask where the money is going
According to Vinay Navani, there is no substitute for real­
ly getting to know your clients. Navani is the tax manag­
er of Wilkin & Guttenplan, P.C., a six-member firm in East 
Brunswick, New Jersey. Navani will commit a certain 
amount of time to sit down with his clients before filing 
to inquire about the client’s well-being and to find out if 
he or she has specific personal and financial goals. But it 
is not just a once-a-year conversation. Navani schedules 
time throughout the year to pick up the phone and call 
his clients to ask how they are doing.
“My clients feel very comfortable speaking with me 
because, by the nature of our business relationship, they 
already share so much private financial information with 
me,” said Navani. “Nonetheless, I find that few of my 
clients will actually seek me out to discuss a particular 
financial issue.”
When Navani meets with his clients about their returns, 
he brings up any noticeable financial-planning problems; 
for instance, a client may have a high W-2 income but no 
investment income. “It is very common for someone to 
be making a decent salary but have no idea where the 
money is being spent,” said Navani. “I will ask them if 
they know where their money is going and suggest ways 
they can make their money work for them.”
Navani usually suggests that a client meet him after tax 
season to work out a budget. According to Navani, bud­
geting is the precursor to financial planning. “I tell my 
clients that the most important concept in budgeting is 
to first pay yourself,” said Navani. “Many of my new 1040 
clients use their paycheck to pay their mortgage, utilities, 
clothing and food. Poor budgeters have little left over to 
save. I tell them that the first check they write should be 
for their savings plan or for retirement. Pay yourself first. 
That is my pitch.” Most clients see the benefits of Navani’s 
philosophy and schedule an appointment with him after 
tax season to start on a budget. “This leads to other finan­
cial planning engagements that I can schedule through­
out the year.”
1040 ENGAGEMENT LIST
The following list, compiled by Vinay Navani, reveals 
some of the vast array of services that could emerge 
from 1040 preparation.
Financial planning/budgeting. This is the most obvi­
ous engagement. Clients often have high wages but lit­
tle investment income, indicative of a low savings rate. 
Clients often ignore the need for saving. They need bud­
geting and cash-flow-planning assistance. It is important 
to know where to invest money, but first the client must 
learn easy ways to find money that can be earmarked for 
savings. One simple way is to have the client use payroll 
deductions to make payments into separate bank 
accounts segregated for long-term savings.
An engagement analyzing the client’s short- and long­
term goals and putting together a traditional financial 
plan is a natural next step.
Estate planning. Form 1040 serves as a road map to 
the client’s assets. Many clients don’t consider estate 
planning because they don’t think the value of their 
estate will exceed the unified credit amount. They are 
surprised to hear, therefore, that once life insurance pro­
ceeds are considered they have a taxable estate. An 
estate-planning engagement is the next step.
Changes in a client’s personal life—for example, births, 
deaths and divorces—are likely to require changes in his 
or her estate plan.
Valuation services might also be required by the client 
for valuing a business or other assets for use in a com­
prehensive estate plan.
Charitable contributions. Clients who are inclined to 
contribute to charities often show significant contribu­
tions on their form 1040s, schedule A. These clients 
often are excellent prospects for various charitable- 
remainder trust arrangements in conjunction with their 
overall estate plan.
Closely held businesses. Form 1040, schedules C and 
E (K-l information) might reveal that the taxpayer is an
continued on page 4
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continued from page 3
owner of a closely held business. This represents a 
tremendous opportunity for the CPA. In addition to tra­
ditional tax and accounting services, general manage­
ment, technology and pension and benefit consulting 
are just a few of the areas in which the CPA can assist 
the client.
Household employees. CPAs can assist clients with 
domestic employees to comply with non-income-tax 
issues, such as IRS form 1-9 verification and payroll tax 
compliance, and to ensure adequate liability coverage.
Dependent parents. A client whose tax return claims 
a parent as a dependent (when the parent lives in a sep­
arate household) could be a candidate for elder-care 
assurance services.
Life insurance. The number of dependents a client 
claims could give the CPA an opportunity to discuss ade­
quate life insurance coverage.
Roth IRA conversions. For clients who did not con­
vert their regular IRA to a Roth IRA in 1998, the CPA can 
offer advice on whether a future conversion makes finan­
cial sense.
IRS/state tax agency representation. CPAs are likely 
to become aware of disputes a taxpayer has with the IRS 
or state tax agencies. By offering representation services, 
the CPA often can provide for a better resolution than if 
the client goes it alone.
Review of prior-year returns. If the client is new to 
the CPA, a careful review of tax returns for all open years 
may lead to refund opportunities as a result of over­
looked deductions.
—By John von Brachel, editor, The Practicing CPA and 
senior editor, Journal of Accountancy. Phone: 201-938- 
3287; e-mail: jvonbrachel@aicpa.org.
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planned for expansion
Percentage of small 
business owners




More than 30% 21%
According to a survey of CEOs of 229 small and midsize 
companies, 42% said their companies had no internation­
al sales, 40% said they had no intention of increasing their 
international sales in the next five years and 24% said 
they did not expect their international sales to grow 
more than 10%.
“We were surprised to find a significant reluctance by 
small business owners to enter the global marketplace, 
even as the Internet continues to open up markets for 
business,” said Owen Hall, Jr., PhD, professor of quantita­
tive methods, Pepperdine University, and coauthor of the 
survey, Small Businesses: How They Plan to Grow Into 
the Next Millenium, published by Century Small Business 
Solutions, in Mission Viejo, California.
The survey revealed, however, that the larger a compa­
ny’s current international sales the more likely it is to 
increase such sales over the next five years. “Companies 
with an international presence plan to leverage that pres­
ence as much as possible,” said Hall.
Growing at home
The survey found that, while mergers and acquisitions 
are common among larger companies, 69% of small and 
midsize business owners said they would rather grow 
their businesses internally. Only 16% of the CEOs said 
they plan to expand their companies via acquisition, 
and 11% said they would find a global partner. “This is 
clear evidence that small businesses are trying to 
expand the old-fashioned way—by growing their exist­
ing business and doing more for current customers,” 
said Hall.
Most respondents (81%) said they plan to use the 
Internet to increase sales over the next five years.
To obtain a copy of the survey, call Century Small 
Business Solutions at 949-348-5100 or download it from 
the Web site at www.centurysmallbiz.com. ✓
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GOING GLOBAL? A FIVE-YEAR 
OUTLOOK FOR SMALL BUSINESSES
D
espite widespread reports about globalization, 
many small and midsize business owners said 
they will not test international markets for the 
next five years. Rather, they will continue to focus their 
marketing efforts domestically.
FASB Statement
No. 134 (October 1998), Accounting for Mortgage- 
Backed Securities Retained after the Securitization of 
Mortgage Loans Held for Sale by a Mortgage Banking 
Enterprise
® Amends FASB Statement no. 65, Accounting for 
Certain Mortgage Banking Activities, to require that, 
after the securitization of mortgage loans held for sale, 
an entity engaged in mortgage banking activities classi­
fy the resulting mortgage-backed securities or other 
retained interests based on its ability and intent to sell 
or hold those investments.
● Effective for the first fiscal quarter beginning after 
December 15, 1998. Earlier application is encouraged.
Statements of Position
No. 98-9 (December 1998), Modification of SOP 97-2, 
Software Revenue Recognition, With Respect to Certain 
Transactions
● Amends paragraphs 11 and 12 of SOP 97-2, Software 
Revenue Recognition, to require recognition of rev­
enue using the “residual method” when
1) There is vendor-specific objective evidence of the 
fair values of all undelivered elements in a multiple­
element arrangement that is not accounted for 
using long-term contract accounting.
2) Vendor-specific objective evidence of fair value 
does not exist for one or more of the delivered ele­
ments in the arrangement.
3) All revenue-recognition criteria in SOP 97-2 other 
than the requirement for vendor-specific objective 
evidence of the fair value of each delivered element 
of the arrangement are satisfied.
● Amends SOP 98-4, Deferral of the Effective Date of a 
Provision of SOP 97-2, Software Revenue Recognition, 
to extend the deferral of the application of certain pas­
sages of SOP 97-2 provided by SOP 98-4 through fiscal 
years beginning on or before March 15, 1999.
© Applies only to multiple-element arrangements in 
which (a) a software element or other delivered ele­
ment is sold only in combination with one or more 
other elements that qualify for separate accounting 
pursuant to SOP 97-2, (b) vendor-specific objective evi­
dence of fair value does not exist for one or more of the 
delivered elements, and (c) there is vendor-specific 
objective evidence of the fair value of each of the unde­
livered elements determined pursuant to paragraphs
10, 37, 57, and 66 of SOP 97-2.
● Effective December 15, 1998, this SOP amends SOP 
98-4. All other provisions of this SOP are effective for 
transactions entered into in fiscal years beginning after 
March 15, 1999. Earlier adoption is permitted as of the 
beginning of fiscal years or interim periods for which 
financial statements or information have not been 
issued.
No. 98-8 (November 1998), Engagements to Perform 
Year 2000 Agreed-Upon Procedures Attestation 
Engagements Pursuant to Rule 17a-5 of the Securities 
Exchange Act of 1934; Rule 17Ad-18 of the Securities 
Exchange Act of 1934; and Advisories No. 17-98 and No. 
42-98 of the Commodity Futures Trading Commission 
© Provides guidance to practitioners on the application 
of selected aspects of SSAE no. 4, Agreed-Upon 
Procedures Engagements, to agreed-upon procedures 
attestation engagements performed pursuant to SEC 
rules 17a-5, Reports to Be Made by Certain Brokers 
and Dealers, and 17Ad-18, Year 2000 Readiness 
Reports to Be Made by Certain Transfer Agents, and 
Commodity Futures Trading Commission (CFTC) 
Advisories no. 17-98 and no. 42-98.
● Applies only to agreed-upon procedures attestation 
engagements relating to the assertions regarding year 
2000 readiness in Part I and Part II of Form BD-Y2K, 
Part I and Part II of Form TA-Y2K, or a futures commis­
sion merchant or introducing broker’s representation 
regarding the absence of material inadequacies relating 
to year 2000 problems as such are defined in CFTC 
Advisory no. 17-98.
© Effective upon issuance.
Standards for Performing and Reporting on Peer 
Reviews
Standards for Performing and Reporting on Peer 
Reviews (Including Interpretations Issued Through 
October 5, 1998)
® Revises the 1997 editions of Standards for Performing 
and Reporting on Peer Reviews as well as Peer Review 
Standards Interpretation nos. 1 through 4.
® Applies to firms enrolled in the AICPA peer review pro­
gram and to individuals and firms who perform and 
report on such reviews, to state CPA societies adminis­
tering the reviews, and to associations of CPA firms 
assisting their members in arranging and carrying out 
peer reviews.
® Includes Peer Review Standards Interpretation nos. 1 
through 4, issued through October 5, 1998.
® Effective for peer reviews commencing on or after 
January 1, 1999. Early implementation is encouraged.
THE PRACTICING cpa, February 1999
Highlights of Recent Pronouncements
5
Taxpayer advocates in local IRS offices
Congress expanded the power of the IRS National 
Taxpayer Advocate last year when it passed the IRS restruc­
turing bill. One result of that expanded power is a nation­
wide system of advocates in local IRS offices.
Local taxpayer advocates are authorized by Congress to 
sign taxpayer assistance orders, which can be used when a 
taxpayer is suffering, or about to suffer, a “significant hard­
ship” as a result of tax law administration. An assistance 
order may be issued to keep the IRS from taking a particular 
action, such as putting a lien on a taxpayer’s bank account 
or requiring the taxpayer to release personal property.
The following factors must be considered before a tax­
payer assistance order can be issued:
© Does the taxpayer face an immediate threat?
● Has there been an IRS delay of more than 30 days in 
resolving a taxpayer’s problem?
● Does the taxpayer faces significant costs, such as legal 
fees, if the order is not granted?
© Would the taxpayer face long-term harm if the order is 
not granted?
Taxpayers can use IRS form 911 to apply for a taxpayer 
assistance order.
Tax cut tops GOP legislative agenda
GOP congressional leaders put a tax cut at the top of their 
legislative agenda when Congress convened in January.
House Majority Leader Richard Armey (R-Tex.) and 
House Majority Whip Tom DeLay (R-Tex.) promised to pass 
a bill this congressional session that would include a broad 
range of proposals to cut taxes for American families. 
Senate Majority Leader Trent Lott (R-Miss.) also put tax cuts 
on the Senate’s legislative agenda.
Some of the taxes likely to be affected by the House bill 
include payroll, capital gains and estate taxes. The GOP 
will also consider reducing the marriage penalty and the 
alternative minimum tax.
The AICPA is primed to push lawmakers to include in any 
tax-cut bill a proposal to modify the 1986 generation-skip- 
ping transfer (GST) tax. The Institute developed the pro­
posal in conjunction with the American Bar Association, 
the American Bankers Association and the American 
College of Trust and Estate Counsel. Congressional tax 
staff and Treasury Department personnel already have 
agreed to support the proposal. The AICPA also will con­
tinue to champion tax simplification. ✓
AICPA CONFERENCE CALENDAR
Computer & Technology Conference 
April 25-28—Adams Mark, Denver, CO 
Recommended CPE credit: 24-26 hours
Hear about e-business, Netware 5.0, Windows 98, 
Office 2000, Front Page and online technology.
Tax Strategies for the High-Income Individual 
April 29-30—Caesars Palace, Las Vegas, NV 
Recommended CPE credit: 16 hours
Learn about the latest in retirement planning, elder 
care, wealth planning, compensation planning, charita­
ble giving and succession planning.
Employee Benefit Plans
May 3-5—Pointe Hilton on South Mountain, Phoenix, AZ
Recommended CPE credit: 16 hours
Get an update on new employee benefit legislation 
and how it will affect your firm and client. Q&A 
roundtables will address your specific needs.
Medical and Legal Practice Consulting Conference 
May 17—18—Westin Michigan Avenue, Chicago, IL 
Recommended CPE credit: 16 hours
Learn how to enhance your professional practice 
niche. Hear about the latest consulting opportunities.
Investment Planning
May 20-21—Sheraton Palace, San Francisco, CA 
Recommended CPE credit: 16 hours
Attend this conference if you provide investment plan­
ning services or if you plan to add this service niche to 
your firm.
Practitioners Symposium
May 23-26—Pointe Hilton at South Mountain,
Phoenix, AZ
Recommended CPE credit: 29 hours
Hear about specialty areas and practice niches that can 
generate new business. Discover what other firms are 
doing and formulate your own plan for success.
Doing Business in Latin America
June 14-15—Sonesta Beach Resort Key Biscayne, 
Miami, FL
Recommended CPE credit: 16 hours
The future is international. Network with peers and 
experts and learn more about operating in a global 
economy.
To register or for more information, contact AICPA 
conference registration at 888-777-7077.
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Your Voice in Washington
Risk alerts distributed to member firms
PCPS member firms should have received complimentary 
copies of the 1999 AICPA Audit Risk Alert and AICPA 
Compilation and Review Alert. The Audit Risk Alert pro­
vides your audit staff with an overview of recent technical 
and professional developments that may affect the audits 
they perform. The Compilation and Review Alert offers an 
overview of recent practice developments and professional 
standards that may affect compilations and reviews.
Included in the mailing was a feedback form that asked if 
your firm wishes to receive the alerts next year. Please fill 
out and return the reply card to ensure your firm receives 
the free alerts!
Advertising campaign kit sent to firms
In February, PCPS firms will receive an information kit that 
contains copies of You Can Bank on It, a print advertising 
campaign that promotes the value of peer review to banking 
professionals. The ads, currently running every other month 
in the ABA Banking Journal, highlight the quality control 
standards of peer review. They also promote the PCPS pub­
lic file as a valuable resource for bankers and lending profes­
sionals. In addition to the ad campaign, two members of the 
PCPS special task force on adding value to the peer review 
process—Gary Hoffman of Weaver and Tidwell, in Dallas, 
Texas, and Harold Monk of Davis, Monk & Company in 
Gainesville, Florida—are writing articles for publication and 
giving presentations at major banking conferences.
The ads, articles and speeches are all part of the PCPS ini­
tiative to help firms realize maximum value from the peer 
review process.
Practice management leaders: Capitalize on the 
window of opportunity
The PCPS management of an accounting practice (MAP) 
committee is holding the 1999 AICPA Meeting for State 
Society and Association Practice Management Leaders and 
Staff on May 6 and 7, 1999, at the Hyatt Regency in San 
Antonio, Texas. This event is called “Windows of 
Opportunity” and it is open to the following:
● Chairs, staff or other representatives of state society com­
mittees involved in practice management, marketing, firm 
administration and local firm issues.
● State society executive directors.
© Executive directors and volunteer representatives of CPA 
firm associations.
continued on page 8
BizSites
Useful Web sites for the 
practicing CPA
With tax season here, it is likely you’ll spend nearly every 
minute at your desk. Now, thanks to the Internet, you 
won’t have to leave at all. You can buy almost anything on 
the Net: Business-to-business online sales reached the 
multibillion dollar mark in 1998. Here’s a small sampling 





These three stores all have online catalogs and accept 
online orders. They explain their security precautions in 
detail and provide simple ordering instructions. One or 
more have features that include corporate accounts, free 
shipping for larger orders and special discounts for Web 
customers. You may find searching a Web site easier than 




Order more floppy disks, anti-virus software or a whole 
new computer. These two companies make their securi­
ty precautions clear and the online shopping experience 
simple. These sites arc fairly interactive so you can track 
your order and set up different billing and shipping 
addresses. They regularly list clearance items and special 
sales. Both include Apple products for Mac diehards.
Tax Information
The IRS site (www.irs.ustreas.gov) is comprehensive 
but bewildering. You can download any set of forms and 
instructions, but you must first make format decisions. 
Your best bet is the “pdf” version. For this you will need 
special, free software called Acrobat Reader, from Adobe 
(www.adobe.com), for which there is a link on the IRS 
Web site.
For general tax links, it’s hard to do better than the site 
created by Professor Dennis Schmidt (www.tax- 
sites.com). His list of international tax resources is espe­
cially impressive. ✓
—Compiled by Richard J. Koreto, senior news editor, 
Journal of Accountancy
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UPDATE
continued from page 7
● Representatives of national membership organizations 
(U.S. and foreign) that focus on CPA firm management.
The meeting will feature some top managing partners and 
MAP experts exploring fundamental changes in public 
accounting’s structure, services and competition. 
Interactive sessions will provide a fresh perspective on prac­
tice-management programs being developed to keep CPA 
firms ahead of the changes in the marketplace.
The meeting task force is chaired by Leslie Hoffman, 
Managing director of Checkers, Simon & Rosner/American 
Express Tax and Business Services in Chicago. If you are 
looking for more cutting-edge practice-management 
resources, encourage your state society or association repre­
sentative to attend this free program. If you represent a 
MAP-related organization, we urge you to attend. For more 
information, call 800-CPA-FIRM.
Save on GAAS
The Practitioner’s Guide to GAAS is a handy quick-refer­
ence guide for interpreting and applying the latest audit,
attest, review and compilation standards. The guide distills 
the official language of SASs, SSAEs and SSARSs into easy-to- 
read English. It was written by Dan Guy, CPA, PhD, and D.R. 
Carmichael, CPA, PhD.
PCPS member firms receive substantial savings on this 
valuable publication. Watch your mail for the PCPS-exclu­
sive discount order form, or call 800-CPA-FIRM to take 
advantage of this savings offer.
Free brunch for sole owners
The PCPS small firm advocacy committee (SFAC) is spon­
soring a free brunch presentation and strategy session to 
kick off the 1999 Practitioners Symposium on May 23, 1999, 
at the Pointe Hilton at South Mountain in Phoenix, Arizona. 
SFAC members will moderate an interactive presentation 
designed exclusively for sole owners, with opportunities to 
share perspectives and voice opinions on their unique chal­
lenges. Last year’s brunch brought together approximately 
80 sole proprietors. Don’t miss this free chance to connect 
with colleagues! ✓
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